Over  15,000  Attend 

FJCC  Draws  Record  Crowds, 
Stresses  New  User  Assurance 


New  Potter  Encoding  Technique 
Promises  Greater  Data  Densities 


ANAHEIM,  CALIF.,  Nov.  16  -  The  Fall  Joint  Computer  Con¬ 
ference  closed  today  in  a  blaze  of  success.  Attendance  went  over 
the  expected  15,000  mark  and  topped  that  of  any  previous  confer¬ 
ence  by  at  least  10  percent. 

The  conference  papers  and  -  even  more  -  the  large  exhibit  area 
proved  major  attractions,  and  attendees  spent  most  of  their  time  in 
conference-related  activities  and  comparatively  little  in  the  swinging 
social  life  of  the  Los  Angeles  area. 

colony  came  to  see  computer-generated  drawings,  school  classes  came  w 
their  teachers  to  survey  the  wonderful  world  of  LDP,  and  many  other  locali 
arrived  after  seeing  part  of  the  technical  sessions  on  their  home  TV  screens. 

A  recurring  theme  of  the  conference  papers  was  the  demand  for  the  n< 

a  session  on  law  enforcement,  it  was  clearly  stated  that  computers  cannot  b 
serve  industry  or  the  community  unless  this  happens.  A  "tradition  of  chanj 
was  said  to,  be  a  necessity  in  managing  the  computer  age. 


PLAINVII  W.  N.Y.  *•  Potter  Instru¬ 
ment  Company,  Inc.,  has  announced 
the  commercial  availability  of  a  low- 
cost  adaptive  logic  circuit  attachment. 
ADLOGIC.  that  makes  possible  in¬ 
creases  of  50  percent  or  more  in  the 
storage  capacities  and  data  transfer 
rates  of  "all  disk  packs  and  1600-bpi 
tape  handlers." 

ADLOC.IC  can  increase  the  effec¬ 
tive  information  densities  of  high- 
density  magnetic  tape  units,  disk  pack 
drives,  and  other  peripheral  units 
j  that  use  the  phase  encoding  record¬ 
ing  technique  by  a  factor  of  1.5  to 
1.7  times.  Yet,  according  to  Potter, 
the  attachment  requires  no  circuit 
changes,  imposes  no  additional  re¬ 
quirement  on  the  unit’s  recording 
of  playback  response,  and  does  not 


The  improved  performance  is  achieved 
through  electronic  coding  techniques. 

The  ADLOGIC  technique  has  been 
used  successfully  by  Potter  for  the 
past  three  years  in  its  RAM  (Random 
Access  Memory)  unit,  which  utilizes 
magnetic  tape  loops  in  interchange¬ 
able  cartridges.  Now,  having  realized 
that  the  technique  is  equally  appli¬ 
cable  to  any  recording  device  that  uses 
the  phase  encoding  piethod.  Potter  Is 
offering  ADLOCilC  attachments  for 
use  with  competitive  peripheral  units 
and  controllers. 


the  FJCC  exhibits,  firms  that  had 
previously  avoided  the  end-user  mar¬ 
ket  were  now  launching  major  pro¬ 
ducts  designed  for  the  ncwly-sophis- 


directed  products  on  the  stands.  New 
firms,  large  and  small,  were  offering 
plug-in  compatible  tape  units,  disk 
drives,  disk  packs,  and  displays  for 
direct  sale  to  computer  installations. 

And  these  new  user-directed  pro- 


I  ARIES  Offers  Flowcharting  System  For  Sale 


WASHINGTON,  D.C.  -  ARIES 
Corporation  has  entered  a  new  field 

ducts,  by  announcing  AutoDiagram- 
mcr,  an  automatic  program  flowchart¬ 
ing  system  for  IBM  System/ 360  Mo¬ 
del  30  and  40  computers. 


importance  of  automatic  flow¬ 
charting  schemes;  and 
It  marks  an  unusual  approach 
to  the  sale  of  proprietary  sofi- 


largc-volume  sales.” 

Last  week  COMPUTFRWORLD 
disclosed  that  Applied  Data  Research, 
Inc.,  has  already  leased  approximate¬ 
ly  130  of  its  competitive  Auloflow 
flowcharting  systems  to  commercial 
users  and  government  agencies.  Auto¬ 
flow,  available  on  either  a  three-year 


ments  in  order  to  protect  their  pro-  primarily  on  IBM  System/ 360,  1400 

prietary  rights.  ARIES,  however,  is  Scries,  and  7090  computers.  It  pro¬ 
marketing  AUtoDiagrainmer  on  an  duces  two-dimensional  flowcharts  di¬ 
outright  purchase  basis  and,  in  light  rectly  from  COBOL,  FORTRAN,  or 

of  the  extremely  competitive  pur-  assembly  language  programs. 


An  example  of  ADLOGIC’s  effects 
■  is  its  application  to  a  new  magnetic 
tape  handler  introduced  by  Potter  at 
the  F  JCC  last  week.  This  unit,  opera¬ 
ting  at  75  inches  per  second  and  its 
standard  1600-bpi  recording  density, 
normally  provides  a  data  transfer  rate 
of  120  KC.  When  equipped  with  the 
ADLOG1C  attachment,  however,  the 
same  tape  handler  transfers  data  at  a 


ADLOGIC  increases  the  effective 
recording  density  by  increasing  the 
ratio  of  information  transitions  to 
clocking  transitiohs,  while  still  retain¬ 
ing  the  self-clocking  characteristics  of 


New  Process  Makes  Shaded  Pictures  Of  Nonexistent  Objects 


computer  process  for  producing  toned 
(shaded)  pictures  of  any  three-di¬ 
mensional  object  has  been  developed 
by  Mathematical  Applications  Group, ' 


being  portrayed  is  not  photographed 
and  is  not  physically  present  during 
the  process. 


is  a  significant  advanete  in  computer 
graphics  and  should  have  important 
engineering,  film,  theatrical,  medical, 
and  military  uses. 

MAGI,  according  to  Sales  Manager 
Aristides  Miliotes,  is  a  scientific  com¬ 
puter  applications  and  software  house 
with  headquarters  in  White  Plains  and 
branch  offices  in  Lexington,  Mass, 
and  Stockholm,  Sweden.  In  its  18- 
month  history,  the  company  has 
gTown  from  3  to  35  employees. 
MAGI  specializes  in  the  programming 
of  advanced  scientific  applications 
such  as  displays,  nuclear  weapon  ef¬ 
fects,  shock  wave  phenomena,  and 
simulation  of  combustion  processes. 

How  It  Works 

To  use  the  new  technique,  the 
shape  of  the  three-dimensional  object 
to  be  pictured  must  first  be  manually 


the  new  process  by  producing  a  se¬ 
quence  of  pictures  in  which  the  com¬ 
puter  takes  account  of  the  motion  of 
the  various  bodies,  as  shown  in  the 
photos.  This  technique  should  be 
especially  useful  for  educational  and 
animated  cartoon  films,  and  could 
eventually  result  in  the  generation  of 
three-dimensional  sets  for  theatrical 


This  sequent*  of  pictures,  produced  by  MAGI'* 
new  computer  graphic  process,  shows  a  simulated 
egg  dropping  into  a  simulated  box.  Moreover,  the 

converted  to  a  mathematical  represen-  with  a  special  cat 
tation  and  keyed  into  punched  cards.  intensity  can  b 
The  object’s  size  and  shape  arc  dc-  stored  program. 


i  "shot"  by  a  simulated  camera  and 
»y  a  simulated  light  source,  as  ex- 


The  object’s  size  and  shape  arc  dc-  stored  program, 
fined  in  terms  of  nine  basic  geomet-  The  computer  traces  the  light  rays 
ric  forms  (such  as  spheres,  cylinders,  from  the  simulated  light  sources  to 

and  parallelepipeds),  whose  relative  the  simulated  object,  and  also  through 

sizes  and  positions  are  stated  in  terms  the  simulated  camera  lens  to  a  point 

of  their  coordinates  in  three-dimen-  on  the  CRT.  In  this  way,  the  compu- 

sional  space.  tational  process  determines  the  light 

Additional  data  describing  simu*  intensity  at  a  large  number  of  points 
lated  light  sources  and  the  simulated  on  the  tube. 

camera  position  and  focus  arc  also  The  controllcd-intensity  rays  from 
punched  into  cards.  Then  the  cards  the  CRT  are  then  used  directly  to  ex¬ 
arc  fed  into  a  computer  equipped  pose  standard  Polaroid  film.  The  re- 


>y  a  high-resolution  TV  system. 
According  to  Dr.  Philip  S.  Mittcl- 


the  military  in  visualizing  new  equip¬ 
ment  and  obtaining  three-dimensional 

Marketing  Plans 

William  D.  Lanning,  manager  of 
MAGI’s  Lexington  office,  told  COM¬ 
PUTER  WORLD  that  the  new  tech¬ 
nique  is  now  in  operation  on  a  Philco 
2000  computer  system  in  Willow 


where  it  can  eliminate  the  necessity 
for  prgducing  expensive  models.  Ar¬ 
chitectural  designs,  for  example,  can 
be  visualized  in  three  dimensions, 
from  any  specified  angle  and  under  a 
variety  of  lighting  conditions. 


The  firm  expects  to  be  able  to  adapt 

tlftcc-dimcnsionai  objects  can  be  pro¬ 
duced  in  addition  to  the  black-and- 


A  Good  Name 
Is  Hard  To  Find 


mer  American  Documentation  Institute  renamed  itself 
the  American  Society  for  Information  Science.  Dr. 
Bernard  M.  Fry,  the  society's  president,  said  the  name 
change  "reflects  the  fact  that  information  science  has 
come  of  age  and  our  society  has  become  its  most  repre¬ 
sentative  professional  organization." 

The  second  half  of  that  statement  is  highly  deba¬ 
table.  But.  in  any  case,  Dr.  Fry's  society  -  through  its 
quick,  decisive  action  -  earried  the  rights  to  a  rlame 
that  would  have  been  eminently  suitable  as  a  new  title 
for  the  Association  for  Computing  Machinery. 

.  The  ACM  has  been  pondering  the  idea  of  a  name 
change  for  more  years  than  most  of  its  members  care 
to  remember.  Its  governing  council  is  now  considering 


Incentive  vs.  Service 

A  Small  Cloud 


We  are  concerned  with  th 
doing  Ihmgt.  The  pragmatic  te 
again  and  again  at  drcumstance 
may  later  fall  Factor »  which 


continuing  relevance  of  improvised  wayt  of 
r  it  a  good  one.  but  one  which  mult  be  applied 
change.  What  succeeds  in  the  setting-up  period 
are  relevant  In  the  beginning  may  lote  their 


relevance  in  an  established  Industry. 

A  number  of  tales  representatives  of  the  largest  computer  manufacturer 
have  brought  to  our  attention  a  computer  Industry  marketing  practice  which 
was.  during  punched-card  equipment  days,  a  successful  tales  commission 
improvisation,  but  which  now  teems  to  be  Increasingly  In  conflict  with  the 
concept  of  full  commitment  of  service  to  the  customer.  The  reason  this  ques¬ 
tion  Is  raised  Is  that  the  talesmen  wish  the  fewest  possible  conflicts  In  serving 
simultaneously  the  best  interest  of  their  firm,  their  customer  and  themselves 

COMPUTER  WORLD  considers  the  caliber  of  IBM’s  tales  representatives 
to  be.  almost  without  exception,  outstanding.  These  people,  numbering  some 
10,000  to  12,000.  are  a  task  force  that  plays  a  key  role  In  the  communication 

of  computers  We  find  ourselves  solidly  In  sympathy  with  thetr  concern  over 
the  potential  conflict-of-interest  situation  which  the  'charge-back'  practice 
described  below  can  In  come  cases  create. 

It’s  only  a  small  cloud  now.  But  with  the  advancing  pace  of  computer  tech- 
nolgy.  It  could  greatly  expand.  Let’s  hope  that  It  will  be  dtsslpgted  before  It 


The  Salesman’s  Dilemma 


re  doing  everything  we  can 
te  thoee  mailing  delays,  a: 
ke  a  point  of  rewriting  an 


A  customer  has  a  7094  system  renting  for  $75,000  a  month,  which  was 
installed  in  1964.  In  1966  a  new  representative  takes  over  the  territory.  A 
year  later  the  customer  wishes  to  replace  the  7094  with  a  360/50  which  can 
handle  the  same  work  load.  The  new  rental  is  160,000  a  month,  saving  the 
customer  $15,000  per  month. 

If  the  IBM  sales  representative  accepts  this  new  order,  he  will  lose  acorn- 
mission  on  $15,000  a  month  of  revenue.  For  example,  if  he  had  sold  - 
$  1 5,000-per-month  360/40  order  the  previous  week,  he  will,  if  he  accepts  thr 
360/50  order,  lose  all  his  commission  credits  for  the  previous  sale.  This  is  true 
regardless  of  the  amount  of  rental  revenue  that  IBM  may  have  already  received 
from  the  7094  installation,  or  the  fact  that  the  previous  sales  representative 
may  have  mistakenly  sold  the  customer  a  computer,  more  powerf"!  than  ho 
really  needed  at  the  time. 


Now  You  Can  Have 
Your  Cake  .  .  . 

During  the  past  few  months,  new  magnetic  tap 
handlers  that  are  plug-interchangeable  and  program-con 
patible  with  the  IBM  729  and  7.400  Series  units  hat 


loint  Computer  Conference  last  week. 

These  tape  handlers  can  directly  replace  the  equiva- 
snt  IBM  units,  at  significant  cost  savings  to  the  user. 

Now  Potter  Instrument  Company,  with  its  ADLOGIC 
ittachmerit,  is  offering  users  of  1600-bpi  tape  handlers 
ind  disk  pack  drives  an  opportunity  to  achieve  50  per 
ent  increases  in  effective  storage  capacities  and  data 


I.  But  -  being  only  humtn  - 
deny  that  we're  glad  most  of 
vs  we  get  look  a  lot  more  like 


A  customer  needs  six  60-kb  tapes  on  his  360.  In  1965  he  Installs  Model' 
2400  Model  IPs.  Later,  when  the  cheaper  Model  IV’s  come  out  he  wants  to 
replace  his  present  ones,  and  save  the  (quite  considerable)  difference. 

If  he  does  so,  IBM  will  take  back  from  the  representative  the  fhll  commis¬ 
sion  on  the  difference  between  the  two  rentals  -  although  the  Model  IPs  have 
been  used  for  two  years  and  even  though  the  customer  only  got  them  because 
the  Model  I V's  had  not  yet  been  announced. 

Example  3 

An  engineering  firm,  with  a  small  and  steady  calculation  load,  installs  an 
IBM  1620  in  1962.  After  renting  this  system  for  five  years,  the  firm  looks  at  a 
new  IBM  1130  because  of  the  additional  software.  The  new  system,  however, 
is  cheaper  than  the  present  1620  -  not  surprisingly  after  flve  yean  of  techno¬ 
logical  progress,  the  sales  representative,  advising  his  customer,  hat  to  weigh 
the  fact  that  he  Will  lose  sales  credits  equal  to  the  difference  between  the 
slower,  more  expensive  1620  and  the  1 130  if  the  order  is  placed. 


idling  computers  is  probably  one  of  the  hardest 
imes  from  the  nature  of  the  selling  process,  which 
true  -  not  just  to  himself  -  but  also  to  both  his 


System/360  Application  Program 
Will  Schedule  Truck  Deliveries 


••Orders  and  Installations •• 


Long  Island  Trull  Comp, 
den  City,  N.Y.  hu  otdere 
roughs  £3500  third  general 
puter  system  with  multipro) 


Ampex,  Applied  Logic  Name  New  VP's 


Portable  Device  Converts  Graphic  Info  To  Analog  Voltages 


ttgu  ration  taoies.  jng  user  programs.  The  time-sharing 
1  entry  point  to  executive  performs  various  ser- 
>r  is  provided  to  vices  for  individual  programs,  includ- 
Programs  which  ing  input/output,  accounting  and  crea- 

- - - 1  Uon  and  modification  of  files,  cat- 

■  .  aiogs,  and  their  security  definitions. 


GE  Draws  Crowd  At  FJCC  With  GECOS  III  And  Color  Displays 


ANAHEIM,  CAL.  -  Among  the  140-some  exhibitors  at  the  Fait 
Joint  Computer  Conference  last  week,  the  General  Electric  Company 
was  one  of  those  that  attracted  the  biggest  crowds.  GE's  computer 
operations,  showing  definite  signs  of  a  recovery  from  their  tribula¬ 
tions  of  the  past  year,  created  quite  a  splash  with  some  impressive 
new,  nearly-new,  and  revamped  hardware  plus  two  significant  new 
software  systems. 

The  hardware  on  display  included  the  medium-scale,  time-sharing 
GE-420  system;  the  low-cost,  recently-expanded  GE-1 15  computer; 
and  a  new  two-color  version  of  the  Datanet-760  CRT  display 
terminal. 

The  new  software  consisted  of  a  totally'  restructured  version  of  the 
GECOS  operating  system  for  the  large-scale  GE-600  Series  computers, 
and  a  time-shared  information  filling,  retrieval,  and  update  system  for 
the  smaller  GE-200  Series  computers. 

Dioblem-sotvine  proxrami  written  in 


OUTSTANDING  VALUES 
IN  EDP  EQUIPMENT 


SELL  computer  time.  Data  Processing  Services.  Used  equipment. 
Keypunching  services.  Programming  services.  Leasing  services.  Consulting 
services  .  . .  AND  YOUR  COMPUTER  PROGRAMS  ...  by  advertising  in  the 

COMPUTER  WORLD  BUY/SELL/SWAP 

^  Use  This  Handy  Fill-In  Form  For  Your  Ad  Copy  ^ 

'  ^  Include  NAME,  ADDRESS,  &  ZIP  CODE  NO. 


Fill  In,  Count  Words,  Figure  Cost,  Send  with  Payment  to  COMPUTERWORLD 
Minimum  Cost  Per  Classified  Ad  --  SI 4.  (28  words) 

PAYMENT  SHOULD  ACCOMPANY  ORDER;  $1  EXTRA  FOR  BILLING 
(  )  Insert  Next _ lssue(s)  (  )  Assign  Box  Number  (additional  cost  -  $  1 ) 


FJCC  Attendance  At  All-Time  High 


ge  1  programming  systeir 

mftker*  had  rejected  the  uie  of 

:  operations  single  central  process 


UNIVAC  Introduces 
Two  Card  Readers 


■ogrxms  punched  cuds  to  ill  their  customers,  _  __  n  .  h  9300  Th*  UN,VAC  Mod*1  0708  Card  Raadar,  introducad  at  the  FJCC, 

e  ..tab-  mm  an  opportunity  to  "huminbe"  P,nn*'  RR  0rdw’  Unlytc  9300  ta  a  compact,  low-sp«md  unit  that  emphasizes  reliability.  aasy  opore- 

tued  to  their  cirdi  ind  overcome  their  usual  The  Penmylvania  Railroad  in-  lion,  and  a  limplified  intarfaca  using  low-impedance  lines  with  one 
sw  sales  highly  impersonil  imige.  '  nounced  the  pUcement  of  kn  order  connector 

**• —  -  «-w..  »  mu' m  m 

ipment  <*»»«  records,  the  luge  crowds  pontion'i Univac Division,  heidquu-  Reader/Communications  Terminal,  which  is  capable  of  interfacing 

111  sys-  brought  to  light  some  of  the  prob-  tered  ln  glue  Bell.  with  most  communication  terminals  that  uaa  US  ASCII. 

1108,  I"  - - - — — - - - - *- - - - - - - : - 

VZ  Potter  ADLOGIC  Attachment  Improves  Tape  And  Disk  Performance 


In  fact,  the  use  of  small  control  factors  of  i.o  tor.r  can  De  outlined, 
computers  in  partnenhip  with  larger  Potter  emphasizes  that  ADLOGIC 
systems  appeared  to  be  a  major  trend,  offers  a  practical  extension  of  storage 
Conference  speakers  discussing  how  capacity  without  additional  crowding 
graphics  were  to  be  incorporated  into  of  the  actual  packing  density  on  the 

The  Salesman’s  Dilemma 

continued  from  page  i 

piny  was  interested  in  insuring  that  its  sales  representatives  did  not  give 


Effects  of  Fast-Moving  Technology 


geared  to  a  slowly  changing  technology 


rates.  Thus,  when  increased  through-  UKd  with  IBM  or  IBM-compatible 
put  or  more  storage  is  needed,  an  tape  units  at  densities  of  200.  356,  or . 
attachment  priced  at  J80  per  month  800  bpi.  At  these  lower  densities  the 
may  well  preclude  the  need  foe  new  oldeI  NRZI  (Non-Retum  to  Zero, 
equipment  priced  at  several  hundred  IBM)  recording  technique  b  used  in¬ 
deed  -  or  even  several  thousand  -  need  0f  phase  encoding,  so  the  AD- 
dollars  per  month.  Withi  ADLOGIC,  LOGIC  coding  technique  it  not  appli- 
for  example,  an  IBM  tape  unit  rated  cabin. 


POSITION  TO  FILL? 


SEEK  A  CHANGE  OF  SCENE? 


hines  which  offer  the  best  . 
years.  A  sales  plan  that  is 
gerously  inadequate  for  the 


For  example,  under  the  IBM  plan  a  salesman  with  a  territory  containing 
some  old,  comparatively  uneconomic  computers  handling  work  which  can  be 
done  more  cheaply  On  new  equipment  can  be  economically  penalized  for 
encouraging  his  customer  to  twitch  ito  newer  gear.  If  he  does,  although  He  may 
actually  be  increasing  the  probable1  ftiture  revenues  for  IBM  by  ensuring  that 
the  Customer  stays  with  them  for  a  number  of  years,  he  could  have  negative 
“quota  points”  put  on  hit  sales  record  -  so  that  he  will  have  to  sell  more  equip¬ 
ment  just  to  get  level!  It  does  not  matter  that  the  salesman  U  ensuring  continu¬ 
ing  revenues  for  IBM  for  years  to  come,  or  that  the  new  system  will  handle  the 
work  load  more  economically  for  IBM’s  client  It  simply  matters  that  revenues 
have  been  reduced  from  their  previous  leveL 

This  seems  quite  unfair  to  us,  and  apparently  to  quite  a  number  of  people 
in  the  IBM  sales  organization.  As  we  mentioned,  the  computer  salesman  is  a 
most  important  member  of  the  computer  community,  and  his  welfare  is  a  vital 
concern  to  us  all.  Even  more  important,  this  sales  plan  can  put  the  best  inter¬ 
ests  of  the  user  and  the  best  interests  of  the  sales  representative  at  odds.  Some 
might  suggest  that  the  more  loyal  an  IBM  customer  is  (Le.,  the  less  he  indicates 
that  he  is  giving  competitive  equipment  some  consideration),  the  more  likely  it 
is  that  this  sales  plan  will  work  against  his  best  interests.  In  practice,  we  doubt 
that  this  is  so,  for  the  IBM  salesmenwe  know  are  the  type  that  would  honestly 
put  their  customers'  interests  first 

A  Proposed  Solution 

What's  to  be  done?  We  believe  that  it  would  be  in  the  best  interest  of  IBM 
as  weD  as  of  the  computer  community  if  the  company  modified  its  sales  plan  in 
order  to  account  for  the  technological  obsolescence  of  its  computer  equip¬ 
ment  For  example,  the  charge-back  value  of  a  computer  Installation  might 
decline  by  20%  a  year  over  a  five-year  period.  Therefore,  if  a  customer  replaced 
a  1620  used  for  flve  yean  with  an  1130,  the  talesman  would  get  fuD  commis¬ 
sion  credit  for  the  new  order.  If  the  customer  had  used  the  1620  for  only  three 
years,  only  40%  of  the  value  of  the  1620  would  be  'charged-back'  to  the  sales 
representative.  This  seems  a  fairer  way  of  doing  things. 
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